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In recent years, many factors such as the inflation of prices, the active market 
investment , the rising level of consumption , the strengthen of marketization level in 
industry competition as well as the increased investment in the Chinese market from 
foreign-funded enterprises, has resulted in the rapid development of Fast Moving 
Consumer Goods directly. Cereal beverage is a new member of the emerging 
beverage industry over recent years, and the insiders believe that coarse grain cereals 
beverages which use health and nutrition as the main appeal will be one of the 
trend of future beverage development. Cereal beverage market possesses enormous 
potential and business opportunities. Based on plenty of producing experience in milk 
and beverage market, H company was the first to launch " GULIGULI " series cereal 
beverage with a great fanfare at home in 2007, and achieved very good sales revenue. 
However, how to take this opportunity , how to promote the market cultivation, how 
to build a marketing model for new cereal beverage products, becomes the focus of 
the beverage industry.  
    After years of regional integration and running, H company aimed at the market 
chance of GULIGULI, succeed in the strategic transformation of distribution channel 
running. Namely transformed from previous traditional operation first, 
precision management as support to current strategy management mold of 
precision management first, selling the next. Traditional distributing mold rely on 
distributor’s ability as channel by up and down push selling. The investment of sales 
is low. Distribution precision management is a kind of sale by down to up  pull 
selling, focus the company resource on GULIGULI product, running precision 
service and management for different level distributional customers by people, by 
region, by line, by point, by date, by time. It can be seen that distribution channel 
precision management need tremendous manpower and resources investment. Thus 
under the mold of distribution channel prevision management, new human sources, 
new structure support become critical and urgent, the requirement of 
comprehensive quality of marketing people also becomes higher and higher, at the 
circumstances of fast changing of fast-moving consumer goods and 
trend of product homogeneity becomes more and more obvious, Raising common 














becomes the urgent demand of H company’s for realization of strategy 
transformation. 
Under this background, the writer integrate her HR theory knowledge and 
company’s practice, have a useful try, and expect to providing valuable reference for 
similar companies in training system design. Thesis has six parts: First, introduction 
part expound the back ground and meanings of topic choosing,   object and method 
of study, thread and framework of study; Second, reviewing of HR basic theory, 
company training theory and effect, theory of learning organization, principal of 
training, practice of domestic and foreign sale training; Third, analysis of H 
company’s training situation; Forth, design the training solution of H company, it is 
the core section; Fifth, implement and improvement of the design; The end for 
coming to a conclusion and outlook. 
Through the study, this sales training system is able to guide the practice, solve 
the actual problem of the company facing to, optimize sales team structure, foster a 
good quality sales team which is suitable for the development of company, good 
inner quality, build a strong basis of HR support, provide continuous HR support for 
the further development of company. 
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第一章  绪论 




[2011]125 号），1-9 月全国饮料行业总产量为 8948.7 万吨，比去年同期增长















早在 2007 年，厦门 H 公司率先在国内大张旗鼓推出“谷粒谷力”系列谷物
饮料，并且取得了很好的销售收益。H 公司的横跨牛奶和饮料市场和生产经验对
占有这个先机有着得天独厚的优势。H 公司经过近几年的区域整合和市场经营，









































为 H 公司快速发展的迫切要求。 
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